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'Rationalisation* Processes . 

LConduct corporate environment analysis. 

2. Conduct corporate SWOT analysis. 

3. Evaluate alliance competitive position. 
4.1dentify and evaluate strategic alliance opportunities. 

5. Establish rationale and need for business alliance strategy. 

6. Evaluate strategic intent for participating in the alliance. 

7. Establish strategic alliance goals and objectives. 
^Conduct search for alliance partner. 
9.Evaluate strategic position in the alliance. 

I O.Establish operational fit with alliance partners. 

I I .Establish strategic fit with alliance partners. 

12. Negotiate 'Satisfactory' alliance benefits payoff. 

13. Establish 'Exif option/clause. 
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'Formation* processes. 



1 . Rationalise plan for upgrading to a 'tight' alliance structure. 

2. Rationalise 'operation* and 'strategic' fit for greater 'vertical integration' and 
'inter-dependence 5 , 

3. Evaluate degree of 'friendliness* on chemistry fit 

4. Establish 'chemistry' between partners). 

5. Clarify Tarents' companies 1 strategic intent and objectives. 

hi*. 

Q 6 - Establish Tarent -Child 1 relationship with the business alliance and the 

m 

partaerfs). 



^ 7. Establish *Rjole' of strategic alliance. 



jg 8. Propose 'friendly' strategic alliance goals and objectives. 

9. Propose alliance business and operational framework. 

Negotiate framework for the legal, governance, organisation and business 
m structures of the 'friendly' alliance. 



m 



m- 10 



51 n - Negotiate 'friendly' 'Exit* provMons for contingencies and alliance 'feilure'. 

1 2. Negotiate ' Win/Win' conditions for partners) on alliance strategy, structure 
and benefits payoff. 

13. Evaluate performance of alliance. 
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'Failure' Processes. 

Rationalise plan for acceleration to a 'amalgamated' alliance structure. 

Rationalise complete 'operation' and 'strategic' fit for 'vertical integration' 

and 'inter-dependence*. 

Evaluate merger benefits payoff. 

Evaluate possibility for 'Takeover', 

Re-evaluate 'Chemistry' between partner(s)> 

Attempt takeover bid for strategic alliance. 

Exercise 'Exit 1 options in the event of losing 'control'. 

Re-establish merger business and operational framework. 

Re-establish partners 'Role' to improve performance of merger. 

Re-establish degree of 'Ghemistry* of partner(s). 

Negotiate framework for the legal, governance, organisation and business 

structures of the 'Hostile* merger. 
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